








It’s 
WHO 


you know 
that counts... 


WHEN IT COMES TO REAL ESTATE INFORMATION 
AND ADVICE IN WESTERN CANADA! 


Put your problems in the hands of Boultbee, Sweet who know 
Real Estate in Western Canada. Then you will rest assured that you have a depend- 
able “on the spot" correspondent to answer your enquiries and to give prompt 


service. 


The new Eastern Department of Boultbee, Sweet is geared to 
act as the Western office of reputable Eastern brokers and to keep them up to date 


on developments in this fast-moving area. 


As a large, experienced Real Estate House, dealing also in 
mortgages, investments, insurance and sub-divisions, Boultbee, Sweet are in an excel- 
lent position to provide the most accurate current information on all phases of the 


business. 


Why not get to know us, by writing soon? 


Eastern Department, Boultbee, Sweet 
& CO. LTD. 


555 HOWE STREET, VANCOUVER, B.C. PHONE: PAcific 7221 





The Canadian Realtor is the 
official organ of real estate in 
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for the Canadian Association of 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
x for it the respect it deserves.”—Charles Dickens. 


‘ Christmas is here again, bringing with it thoughts of gifts 
and giving. 


Few of us are not pleased to receive gifts. In all parts of 
* the world are records of the custom of giving and receiving 
gifts. The meaning of this widespread custom of giving and 
receiving is well known. They are tokens of goodwill, and 
* sometimes denote to the recipients a degree of good luck. 
In this they share with lottery prizes and contest rewards 

the general belief that luck has a lot to do with benefits. 


There is an advantage for us in associating gifts with 

good luck inthat it does keep down the spirit of envy, but we 

* have to be careful lest it keep down the spirit of emulation. 
The negative feeling that all benefit comes from luck can be 
destructive of worthwhile ambition. We should look for a 

+ chance to enterprise more than we look for a prize. Enter- 
prise does not result in anything being taken away from 
others as can be the case in the simple act of taking a prize. 
Enterprise can actually put more into our lives than the in- 
dividual enterprisor receives from his part in the venture. 


Koyl All our great men brought to us greater gifts of happiness 
Sub Editors * and well being than the reward society gave them for their 
ALBERTA: enterprise. 

a a ce These men were as much richly rewarded as they were 
BRITISH COLUMBIA: greatly gifted. Their achievements did not come easily to 
E. A. Harder, T. L. Le Pas, Walter R. them. 

Dey, Alan G. Creer, Catherine God- a 


frey, B. M. Buck 

MANITOBA: 

Angus McDonald, H. B. Budgell 
NEW BRUNSWICK: 

G. T. McLaughlin 

NOVA SCOTIA: 

Kenneth A. Ross 

ONTARIO: 

Chas. Rogers, Mrs. J. G. Robinson, 
Seymour Wylie, Chas. F. Wright, F. 
Rivier, Zeon Fedori, Mrs. A. Pueling, 
Miss Frances D. Clancy, H. J. MeCul. 
lough, K. S. Raven, Shirley Bowyer, M. 
S. Snyder, Ed. Holt, John J. Dywan, 
Vernon Murray, S. D. H. Reid, M. J 
Brown, Glenn Swallow, Robert Mc- 
Callum, John Leith, H. G. E. Choate, 
J. Fisher, Fred J. Dawson, Jos. P. 
Sterne, H. J. Graham, Mrs. V. Fay 
Duncan, A. W. Treleaven, W. H. Bur- 
ton, T. Simpson 

QUEBEC: 

B. J. Bachand, J. A. Turmel, Charles 
Connors 

SASKATCHEWAN: 

Chas. Hoshal, Lloyd Jones 


The world is in a sad state this Christmas. Just as we 
cannot lay the accomplishments of others solely to their 
good luck, neither can we lay misfortune to bad luck. Peace 
* is not a gift, but a reward. The Bible says “Peace on earth 
to men of goodwill”. This Christmas we are once more 

m learning the inescapable truth of this. 
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CANADIANS AT U.S. REALTORS’ MEET 






Toronto Proposed as 1959 
N.A.R.E.B. Convention Site 


Toronto’s Mayor Nathan Phillips 
will learn some time in January just 
how good a real estate salesman he 
is. 


Sell Queen City 

The enterprising chief magistrate, 
coached by the Toronto Real Estate 
Board’s President Clifford Rogers, Al 
Treleaven, Hugh Shortill and Norton 


Penturn, dropped everything last 
month and flew to St. Louis with the 
express purpose of “selling” the 


Queen City as a meeting place for 
the 1959 convention of the National 
Association of Real Estate Boards. 


And from what his tutors say, the 
hotel-conscious mayor made a big 
impression on NAREB’S top brass, 
who decide such things as meeting 
places for the big annual get-to- 
gether of some 6,000 delegates form 
every part of the United States. 


Not only was NAREB’s executive 
impressed, but when St. Louis’ Mayor 
R. H. Tucker found out Toronto’s 
Mayor was coming to his city he cut 
short a commitment in Miami and 
came home just to be on hand to 
accord Mr. Phillips a warm reception 
at city hall. 


He even alerted the local press to 
be there to meet the visiting mayor, 
who was accompanied by Mrs. Phil- 
lips and Mr. Rogers. To demonstrate 





320 Bay St., Toronto 


his pleasure, Mayor Tucker presented 
Mrs. Phillips with a tiny gold key to 
the city. 


Before the “pitch” was made, 
TREB directors worked for months 
behind the scenes acquiring data to 
assure themselves that Toronto 
would be ready for a convention of 
such magnitude by 1959. 


It was decided that by 1959 To- 
ronto will have more than enough 
first rate accommodation for the big 
affair, even if the attendance swells 
beyond the 6,000-mark. The mayor 
said Toronto already has 5,000 top- 
flight hotel rooms, and intimated that 
by 1958 or the following year, there 
would be an additional 1,000 rooms. 
He refused to reveal whether Cana- 
dian or U.S. interests would be pro- 
viding this additional hotel accom- 
modation but said two new hotels 
were planned for the city. 


Plenty of Accommodation 

Hotel accommodation was _ one 
thing Toronto will have plenty of by 
1959, stated the mayor, pointing out 
it was his objective to make the city 
as important a convention site as 
New York, Chicago, Cleveland or 
Los Angeles. 


But in addition, he said, Toronto 
is blessed with an abundance of meet- 
ing halls. The CNE’s Coliseum build- 


TANKOOS YARMON 


LIMITED 
REAL ESTATE BROKERS 


EMpire 3-5086 


ing, he said, will seat 12,000 people. 
There will be plenty more accom- 
modation upon completion of the 
new $3,500,000 Women’s Building on 
the CNE grounds. Maple Leaf Gar- 
dens could be available as a meeting 
hall, and by 1959 the proposed new 
O’Keefe Civic Centre will be a reality. 

In his many years of contact with 
the business world, Mayor Phillips 
maintains real estate people are “big- 
ger spenders” than those in most 
other business classifications. And 
with an all-out objective to bring 
more tourists dollars to Toronto, he 
figures every convention-bound real- 
tor coming to Toronto would spend 
at least $500. 


“Multiply $500 by 6,000 heads and 
it comes to $3,000,000 the amount 
that would be spent in the city,” the 
mayor explains. “This is the kind of 
trade we want to attract to To- 
ronto.” 


Members of the Toronto Real 
Estate Board, however, look upon a 
Toronto convention of NAREB as a 
signal honor to a city in which real 
estate has played and continues to 
play an eminently important role. 
They want to let their American 
counterparts realize that Canada 
isn’t just some place to come skiing 
in the middle of July or haul out 
moose rifles just after crossing the 
international border. 








Purchases 
Lease Backs 
Realty Financing 


AGENTS AND LAWYERS. 
O-OPERATION INVITED 









Mrs. Nathan Phillips, wife of Toronto's mayor, shows the miniature gold key to the City of St. 
Louis, given her by Mayor Tucker, left. At right is Toronto Board President Cliff Rogers. 


They want to drive home the fact 
that Toronto is, as it has been often 
described, the ‘Fastest Growing 
City in North America.” 


American realtors have heard so 
much about Canada’s phenomenal 
expansion in the past 10 years that 
thousands of members of the National 
Association of Real Estate Boards, 
from an interest viewpoint alone, 
would choose Toronto as the meeting 
place for their 1959 convention. 


U.S. Press Enthusiastic 

This is not merely an assumption 
but an actual opinion expressed by 
real estate editors of several major 
U.S. dailies covering the recent NA- 
REB conference in St. Louis. 


The attendance at St. Louis fell 
just short of 6,000, but Paul Knee- 
land, real estate editor of the Boston 
Globe and newly-elected president of 
the National Association of Real 
Estate Editors, predicts the number 
would be even greater at a Toronto 
conference. 


“I’ve been hoping for years NA- 
REB’s executive would select Toronto 
or Montreal as a convention city,” 
said Kneeland, a former professor of 
journalism. “I couldn’t think of bet- 
ter place than Toronto for American 
realtors and real estate editors to 
broaden their thinking. Many US. 
brokers are fascinated by the stories 
they hear about the fabulous com- 
mercial, industrial and _ residential 
development that’s been going on in 
major Canadian cities since the end 
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of World War II, but few have ever 
gone there to see for themselves.” 


Veteran newsman John Kempson, 
real estate editor of the Newark 
News is. particularly enthusiastic 
about a Toronto convention because 
it was in Toronto he began his news- 
paper career, back in the early 1930’s. 


Said he: “If Toronto newspapers 
deem it important enough to send 
representatives to a NAREB conven- 
tion in any part of the U.S., then it’s 
about time American realtors went 
up there to find out just how import- 
ant a real estate centre the city is.” 


Several of the editors said a To- 
ronto convention was so appealing 
that they planned to promote it in 
their columns. One of them, Grady 
Clay of the Louisville Courier, said: 


“The trouble with most American 
real estate brokers it that they don’t 
really know what’s going on around 
them. When they think of growth 
they immediately think of Los An- 
geles or San Francisco. From the 
reports I’ve had they should take a 
good look at Toronto as well.” 


Professor Appraises Modern 
Real Estate Methods 

What gives with the present-day 
real estate salesman? 


Is he winning or losing public con- 
fidence. Is he helping to elevate his 
chosen business to the professional 
level? Is the commission the only 
thing he cares about? 


Now, college professors are per- 


haps a bit too brutal sometimes 
when they pass judgment on business 
people. But a marketing expert at 
St. Louis’ Washington University, 
Prof. Charles L. Lapp, speaking at 
the 49th annual convention of the 
National Association of Real Estate 
Boards, gave what he described as a 
fair appraisal of the person selling 
real property for a living. 


Here was his opinion, despite the 
fact it went over like a lead balloon 
with many of his listeners: 


“Buyers and sellers of real estate 
are probably more critical of real 
estate salesmen than of all other 
classifications of salesmen, with the 
possible exception of those in the 
automotive field. They expect more 
of a real estate sales person—under- 
standable, since the purchase of a 
home is the largest single purchase 
that most individuals ever make.” 


Vote of Confidence 

He disclosed that in a recent survey 
of buyer and seller opinion of real 
estate salesmen, 47 buyers and 43 
sellers indicated they consider them 
better than 10 years ago. Only two 
buyers and five sellers disagreed. 


In spite of this survey vote of con- 
fidence, however, Dr. Lapp suggested, 
“possibly real estate sales personnel 
need to do more of what they are 
doing now that buyers and sellers 
consider helpful.” 


Buyers, he said, indicated that 
salesmen help them most by locating 
the type of property desired with a 
saving of time, assisting in getting 
the seller to sell at a “reasonable 
price”, pointing out defects before 
purchase, and counselling on the ad- 
vantages and disadvantages of an 
area. 


Sellers gave top preference to 
salesmen’s assistance in finding quali- 
fied buyers, obtaining expert legal 
assistance, advertising-the property 
offered for sale, showing the property, 
giving advice on making repairs that 
aid in selling, and getting financing. 

Dr. Lapp warned salesmen against 
the twin perils of seeming to exert 
“high pressure’ or appearing “in- 
different”. 


“There is only a fine balance 
between the two,” he conceded. ‘Too 
much assistance and attention will 
be interpreted by a buyer or seller 
as high pressure,. Whereas too little 
will immediately tag a salesman as 
being indifferent.” 


The marketing expert said ex- 
amples of “high pressure” mentioned 
by buyers included: calling constant- 








ily to find if your mind is made up; 
trying to get you to increase your 
offer on a property; rushing you into 
making a decision, and writing up a 
contract before you say you will buy. 


Sellers cited the following as cases 
of high pressure in their opinions: 
insisting on leaving a card even 
though you have told them you aren’t 
interested in having them represent 
you; appraising your property high to 
get the listing, then beating you down 
to take a low offer to get their com- 
mission. 


Dr. Lapp urged avoidance also of 
the use of irritating phrases and 
annoying mannerisms, and greater 
accuracy on the part of the salesman 
with respect to prices and information 
about the property. 


As the key to a practical self-im- 
provement program for salesmen he 
suggested: “Find out what buyers and 
sellers want and do more of it—find 
out what they don’t want and do 
less of it.” 


Ethical Conduct "Must 

A “must” for members of the real 
estate profession is ethical conduct, 
L. D. Ransom, administrator of the 
Texas Real Estate Commission, told 
the 49th annual convention of the 


National Association of Real Estate 
Boards in St. Louis. 


“To rid the profession of incom- 
petency,” the Texan said, ‘calls for a 
constant and dynamic program along 
many lines. To begin with, every 
license holder should take stock of 
himself, arouse his pride in his work, 
and prepare himself with that work- 
able combination of study, education, 
and extra training that will permit 
him to give his principal full benefit 
of his knowledge, his experience, and 
training from the beginning of the 
listing to the actual delivery of the 
deed.” 


Deeds, Not Words 

The official urged that a real estate 
man shows by his work that he con- 
siders his calling a profession and 
added some specific recommendations: 


“Raise no doubt whatsoever in the 
mind of the client; see that he gets 
a copy of all papers involved in the 
transaction; protect the purchaser's 
deposit money in an escrow account; 
supervise at every step the work of 
all salesmen involved.” 


Robert W. Semenow, a Pittsburgh 
attorney and professor of real estate 
at the University of Pittsburgh, told 
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MANITOBA 


the convention the National Associa- 
tion of Real Estate Boards and its 
Canadian counterpart, CAREB, are 
by their own high standards raising 
the real estate industry to the level 
of a profession without legislative 
help. 


“The same holds true for individual 
affiliates of both national organiza- 
tions,”” he maintained. 


He stated that the basic require- 
ments for real estate brokers’ and 
salesmen’s licenses in practically all 
states and in Canada are evidence 
of good repute and competency. 


He went on to point out that, be- 
cause of the complexity of modern 
real estate transactions, many brok- 
ers have chosen fields of specializa- 
tion. Thus, members of NAREB’s 
American Institute of Real Estate 
Appraisers, the Society of Industrial 
Realtors, the Institute of Real Estate 
Management, all of which have 
Canadian members, are admitted only 
by meeting stringent entrance re- 
quirements. By their own high 


‘ standards, without legislative help, 


they are raising the industry to a 
professional level, he contended. 


The Pittsburgh lawyer added, how- 
ever, that it is important that states 
(and provinces) increase their formal 
educational requirements for brokers 
and salesmen “in the interests of 
protecting the public, increasing the 
competency of licensees, and eleva- 
ting standards.” 


New Jersey, he pointed out, was 
the only state that required appli- 
cants for a broker’s license to be high 
school graduates or the equivalent. 


Complaints of Incompetence 

Because statistics have shown, he 
said that more complaints against 
licensed brokers and salesmen arise 
from alleged incompetency rather 
than from charges of calculated 
fraud, each state license law ‘should 
earmark a portion of each license fee 
for educational purposes.” 


Semenow pointed out that Oregon, 
for example, now allocates $3.50 for 
each license fee for educational pur- 
poses ,and that California, which now 
charges $50 for salesmen, allocates 
one-fourth of such fees to colleges 
and universities for real estate 
courses. 


“License laws should require an 
applicant for a broker’s license to be 
a full time salesman at least a year 
prior to application,” he contended. 


In this way, he added, licenses 
would acquire the experience and 


Consensus of U.S. Realtors is that public favor will 


only be won by deeds — professionalization will inevitably follow 


“know-how” which the public has a 
right to expect from a licensed brok- 
er in today’s complicated real estate 
market. 


Security Important 
to Salesmen 

Jules Saxe, who operates his own 
real estate firm in San Francisco, 
maintains that a program is needed 
to instill a sense of security in real 
estate salesmen as a means of help- 
ing them sustain a high volume of 
sales. 


Speaking at a round table dis- 
cussion of the National Institute of 
Real Estate Brokers at the recent 
NAREB convention in St. Louis, he 
drew from his 20 years’ experience in 
running his own brokerage business 
and urged brokers to realize that 
their time is much more valuable to 
their company as an executive rather 
than another salesman. He suggested 
that brokers let their salesmen know 
that they are working for the sales 
staff rather than competing with it. 


Said he: “If the boss competes with 
the salesman for more sales, he is 
contributing to the loss of qualified 
salesmen, and consequently the loss 
of additional income.” 


To help the salesman currently “in 
a slump” tide himself over, the Cali- 
fornian advocated that the manage- 
ment turn its own listings over to 
the salesman, thus allowing the 
salesman to close the deals. 


He suggested steps that other and 
more successful salesmen might take 
to help a colleague in a slump and 
bring the “giver” closer to the mana- 
gerial picture. 


Mr. Saxe urged brokers also to 
give salesmen an idea of the firm’s 
overhead, thus enabling them to “un- 
derstand and sympathize with the 
problems of management,” to protect 
salesmen on listings as a means of 
allowing the staff to establish its own 
clientele, and to impress on salesmen 
that they are working for the buyer 
and seller, as well as their own in- 
terest. 


Rare Privilege Enjoyed 

A lady realtor from Dallas con- 
tends real estate salesmanship offers 
the rare privilege of making happi- 
ness for others while making money. 
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Mrs. Ebby Halliday, speaking at 
the general session of the National 
Institute of Real Estate Brokers at 
NAREB’s 49th annual convention in 
St. Louis last month, said: “Aside 
from the very necessary monetary 
remuneration from a_ salesman’s 
efforts, there is the satisfaction from 
selling not four walls, but four pro- 
tective covenants—a man’s personal 
kingdom, his home.” 


To render even better service to 
the public and prosper in so doing, 
the Dallas realtor urged her audience 
to continue to expand their know- 
ledge of real estate facts and people. 


She claimed: “Self-confidence, so 
necessary to a salesman, is born of 
thorough knowledge. And by self- 
confidence I mean the kind that is so 
real and sure that it enables you to 
grasp and never lose the prospect’s 
point of view.” 


Likening the work of a successful 
real estate salesman to that of a pro- 
fessional diamond cutter, Mrs. Halli- 
day observed that both professions 
require extensive study, skill, and 
practice if maximum results are to 
be obtained. 


"Four M's’ Standard Equipment 
Thorough knowledge of the “four 
M’s of successful practice’ was ad- 
vocated by the speaker as “standard 
equipment” for a real estate sales- 
man. She listed these as familiarity 
with the Merchandise (properties 
listed for sale), the Message (ad- 
vertising), the Medium (media), and 
the Mobilization (preparation and 
equipment for the actual selling). 


Mrs. Gladys D. Meyer, a St. Louis 
realtor, told NNAREB’s women’s 
council that ladies in the real estate 
profession should “act like gentle- 
men” if they hope to achieve pro- 
fessional status. 


Drawing on her extensive teaching, 
welfare, advertising and personal ex- 
perience, Mrs. Meyer told her 
audience: ‘The road to the high pro- 
fessional standing which many fields 
enjoy today is paved with the sacri- 
fices of many individuals and groups 
who refused compromise.” 


“You must be unwilling to com- 
promise those standards,” she in- 
sisted, ‘even if it means personal sac- 
rifice. If professionalism is what you 


want, and you have invaded a field 
long the exclusive property of gentle- 
men, then you must learn to act like 
gentlemen.” 


Mrs. Meyer punctuated her re- 
marks with numerous tips on how in 
her opinion, women can become in- 
fluential, prosperous, and_ better 
recognized in the business world. 


Among her suggestions were: 

1) Don’t be too ‘“buddy-buddy”’ 
with customers upon initial contact. 
Such gestures can confuse prospects, 
particularly if a lady realty agent be- 
comes more formal or businesslike 
upon the heels of a _ customer’s 
cautiousness. 


2) Maintain strict separation be- 
tween professional and personal lives. 
This calls for “better planning and 
better discipline’, the speaker said, 
pointing to the unfavorable im- 
pression created when a real estate 
agent interrupts a conversation with 
a customer to call home to see 
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whether the children have arrived 
home from school. 


3) Avoid “thinking with emo- 
tions”. Women are sometimes stamp- 
ed as “immature”, she said, because 
they think with their emotions. This 
failing also leads to inter-organiza- 
tion disputes and _ discrimination 
against women, she added. 


4) Be “career” minded. “For some 
reason”, Mrs. Meyer said, “women 
seem to think this means how long 
you do something or other”. She 
added, “Career has nothing to do 
with time. It means . . . ‘Notable or 
conspicuous progress or success in 
one’s chosen field.’ Not how long, but 
how well!” 


5) Learn to respect human dig- 
nity. This means, she explained, that 
“if you honestly try to apply the 
golden rule you won’t have to worry 
about customer relations or pro- 
fessional standing .. .” 


Mrs. Meyer said that women have 
much to contribute to real estate. 
“Add to that directional skills, tech- 
nical ability, maturity of behavior, 
and high standards, and you'll dis- 
cover you have left a legacy for those 
who come after you.” 


Conventional Mortgage Best 

The conventional home mortgage 
loan was recommended at the 49th 
anual NAREB convention in St. 
Louis as the best means of expand- 
ing home ownership. 


Kenneth E. Kamberg of Kansas 
City, Mo., a savings and loan asso- 
ciation executive, told the conference 
that government-backed loans had 
their place in today’s economy, but 
pointed out conventional loans had 
these advantages: 


1) The speed of processing, result- 
ing in what the speaker termed “a 
more satisfied customer’”’. 


2) Greater flexibility allowed to 
the builder provided his house 
measures up to accepted methods of 
construction. This, it was maintained, 
can allow for more orginality on the 
part of the builder. 


3) Greater convenience to custom- 
ers and to realtors as dealers in 
homes if the loans are meade from 
local institutions, because of the ease 
in making payments and adjusting 
possible delinquencies. 


4) Flexibility of the interest rate 
—a characteristic lacked by current 
FHA and VA-supported loans with 
the result, according to the speaker, 
that the pegged interest rate of 
government-backed loans “has driven 


many investors to better yield invest- 
ments”. In this connection, Mr. Kam- 
berg gave it as his personal feeling 
that the government-backed interest 
rate in the U.S. (4% per cent) be 
increased from 542 to six to bring 
about a heavier flow of mortgage 
funds). 


5) Encouragement to the free en- 
terprise system since conventional 
lenders are “free to delay, modify or 
do whatever is good for the borrower 
under the prevailing circumstances, 
whereas this is not always possible 
under insured or guaranteed plans”. 


6) Provision of a _ steadier and 
more dependable flow of funds into 
the home finance market with less 
sudden change. 


On the other hand, Joseph J. 
Braceland, vice-president of the 
Philadelphia Saving Fund Society, 


said despite increased deposits, funds 
available in mutual savings banks 
throughout the United States do not 
begin to meet the demands. He point- 
ed out, too, that he could foresee no 
substantial improvement in the situa- 
tion in the immediate future. 

He said the nation’s 527 mutual 
savings banks all are located in 
Middle Atlantic and New England 
States, but carry on mortgage activi- 
ties in 26 or more other states, and 
have assets totalling about $32 bil- 
lion. About 57 per cent of these 
assets, he said, are invested in mort- 
gages, the “overwhelming” portion of 
them in single family dwellings. 


He said mutual savings banks 
differ from commercial banks in that 
they cannot “create” funds _ by 
making loans. The dollar we lend 
the home owner must be brought in 
our front door, he said. 


Principal Investments Plan London 
Shopping Centre Comparable to Oshawa’s 


Construction will begin immediate- 
ly on the new $5,000,000 Principal 
Investments Limited London shop- 
ping plaza, it was announced at the 
sod-turning ceremonies held at the 
site on Thursday, November 15th. 
The centre is expected to open by the 
fall of 1957. 


Located on a 75-acre tract of land 
at the east end of London on the 
south-east corner of Dundas Street 
(Highway No. 2) and the Clark side 
road, the 60-store plaza, containing 
1,600 feet of retail store frontage, 
will be one of the largest, most com- 
plete shopping centres in the country, 
and will contain a full cross-section 
of Canada’s leading retailers. 


To be comparable in size to the 
recently opened Oshawa_ shopping 
centre, the London Plaza will cover 
26 acres and provide free parking for 
over 4,000 cars. The hub of the new 
shopping centre will be at least one 
major department store. In addition 
to stores, complete service facilities 
will be provided—hairdresser, bar- 
ber, dry cleaner, florist, bakery, 
banks and shoe repair. 


The London shopping plaza will 
also contain many functional and ex- 
clusive features, reflecting the most 
advanced ideas in shopping centre 
design. These include one-stop shop- 
ping which eliminates all traffic and 
parking problems; paved parking 


lots floodlit for night shopping; out- 
door music; spacious covered prome- 
nades allowing protection from any 
kind of weather; central heating and 
air-conditioning to provide even and 
healthful temperatures in all stores 
and shops. 


A 24-lane bowling alley will be 
located in the basement area and 
30,000 square feet of office space will 
be built in the second floor area. 


Two years were spent in viewing 
potential sites in London and suburbs 
before this outstanding location was 
selected. 


Although the shopping centre site 
is only three quarters of a mile from 
the city limits and three and a half 
miles from the downtown area, the 
excellent road network will enable 
the Plaza to serve not only the east- 
ern section of London and surround- 
ing rural areas but will be easily 
accessible to the population of west- 
ern parts of Greater London. Today, 
the population of the Metropolitan 
London area is 153,491. 


Principal Investments Limited are 
Canada’s largest shopping centre de- 
velopers, with 15 major shopping 
centres in Ontario completed and in 
operation. Seven large centres are 
located in Toronto and the balance 
are at Burlington, Hamilton, Kit- 
chener, Windsor, Oshawa, Port 
Arthur and two in Ottawa. 








Surveys of consumer spending and 
capital expenditure revealed that 
Canadians intended to continue their 
spending spree in 1956 unabated. 
In fact, business indicated its in- 
tention to increase capital expendi- 
tures by more than 21 per cent over 
the 1955 record total. 


Economic prospects at the begin- 
ning of this year may be summarized 
this way: 

1) The labor force was expected to 
reach full employment in 1956. 
Figures recently released by the 
federal government confirm the vali- 
dity of this assumption. At the 
middle of August only 103,000 people 
were seeking work compared with 
175,000 24 months ago. These figures 
represent only 1.7 per cent of the 
civilian labor force this year com- 
pared with 2.3 per cent last year and 
3.1 per cent in August 1954. 


There have been only two occa- 
sions in recent years when the civi- 
lian labor force has been as fully 
employed—during World War II and 
the Korean crisis. 


The level of unemployment is con- 
sidered to be at an irreducible mini- 
mum. Labor required for further 
capital expansion can be obtained 
only at the expense of other projects. 


2) Many industrial plants were ap- 
proaching full capacity and numer- 
ous materials, including steel, were 
in short supply. 


3) Intentions to increase consumer 
capital spending substantially over 
the last year’s record levels were in- 
dicated . 


Figures just released by the Domi- 


nion Bureau of Statistics indicate 
that these intentions are _ being 
borne out. 


Personal Spending Up 7% 

The rate of personal spending in 
the first half of this year was seven 
per cent higher than one year ago. 
The seasonally adjusted rate of 
business spending on inventories and 
new plant and equipment in the first 
half of was 48 per cent higher than 
during the first half of 1955. Even 
expenditure on new housing was up 
12 per cent. 
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Why Is Money Tight? 
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4) Prices were rising. 

Actually, the rise in the general 
price level was five per cent greater 
than the rise in prices in the first 
half of 1955. Increased upward pres- 
sures are being felt on prices at mid- 
year and prices will rise further. 
Rising prices are now being reflected 
in the cost of living which has in- 
creased two per cent over the last 
six months. 


These trends clearly indicate that 
the Canadian economy has_ been 
operating at maximum capacity and 
there appear to be insufficient re- 
sources available to complete all the 
projects planned for 1956. Price in- 
creases are appearing, and to permit 
the supply of money to increase at 
the same rate as it increased in 1954 
and 1955 would be clearly inflation- 
ary. 


Accordingly, I think you must 
agree with me, that the Bank of 
Canada’s tight money policy is fully 
justified in view of its objective of 
maintaining a healthy economy co- 
incident with the maximum eco- 
nomic growth that can be sustained 
without periods of inflation or re- 
cession. 


A change in the demand for money 
is reflected in the demand for credit 
at the chartered banks. When the 
demand for money declines, the 
banks are unable to find places to 
lend all their funds and the surplus 
is invested—usually in government 
securities. On the other hand, when 
the demand for money increases, the 
banks become sellers of securities to 
raise money to lend. When the char- 
tered banks are buyers, the demand 
for securities may become greater 
than the supply being offered and the 
price of securities will go up and in- 
terest rates will go down. Conver- 
sely, when the chartered banks are 
sellers, the supply of securities on 
the market may become greater than 
the demand for such securities and 
the price of securities will go down 
and interest rates will go up. 


This is the normal type of action 
that takes place in the market and 
which ultimately tends to restore 
equilibrium between the supply of 
and demand for money. Declining in- 
terest rates tend to encourage spend- 
ing, and revives the demand for 
money. Declining interest rates tend 
to encourage spending and revives 
the demand for money while increas- 
ing interest rates tend to discourage 
spending and dampens down the de- 
mand for money. 


Demand Softened in '57 

You will recall that the demand 
for money softened late in 1953 and 
continued soft through 1954 into 
1955. The chartered banks had ex- 
cess funds and being unable to 
lend them satisfactorily, purchased 
government securities. Their hold- 
ings of government securities in- 
creased by $1.250 billion from the 
third quarter of 1953 to the third 
quarter of 1955. Interest rates, in- 
cluding the rate on N.H.A. insured 
mortgages, declined during the period 
and encouraged spending and more 
complete utilization of our  pro- 
ductive resources. 


Spending turned upward again 
early in 1955 and everyone, including 
the best informed economists in the 
country, were amazed at the accel- 
eration of economic activity in Cana- 





da last year. Increased consumer 
and capital spending in 1955 created 
an increased demand for addition7] 
money. Bank credit commenced to 
skyrocket and the chartered banks 
commenced selling securities in in- 
creasing volume to raise money to 
lend. 


Their holding of securities drop- 
ped by $1.0 billion in the nine-month 
period ending June 30 this year. The 
Bank of Canada purchased many of 
the securities, but at progressively 
lower prices, thus making it less 
profitable for the banks to raise 
money to lend. Interest rates went 
up. The tight money policy of the 
Bank of Canada tends to discourage 
spending and to match the money 
supply to our productive resources. 


Last year when the demand for 
credit accelerated and the chartered 
banks became heavy sellers of 
securities, there were a number of 
alternatives open to the Bank of 
Canada. 


crease the money supply at a time 
when our human and material re- 
sources were fully employed. 


3) In accordance with its announ- 
ced objective, the Bank entered the 
market as a moderating influence. It 
purchased securities from the char- 
tered banks at declining prices as the 
offerings swelled in volume. On the 
one hand, this action permitted the 
money supply to continue to expand 
but at a slower rate and, on the 
other hand, it preserved an orderly 
market for government securities 
and prevented interest rates from 
climbing even higher than today’s 
level. 

It is sometimes said, I am sure you 
have heard it, that the monetary 
policy of the central authorities has 
resulted in-— 

(1) a reduction in the supply of 

money; 

(2) a reduction of the chartered 

banks’ overall volume of out- 
standing credit. 


Supply of money has not decreased — 
Rather, demand has outstripped it 


1) It could have stayed out of the 
market. (Bank of Canada holdings of 
governement securities increased by 
$80 million in the last 12 months.) 

If the Bank had not entered the 
market, prices would have fallen 
much more and interest rates would 
have gone much higher, as the banks 
were offering a larger volume of 
securities than the general public 
were willing to absorb. 

2) The Bank could have purchased 
all the securities offered to it at a 
given price and thus maintained 
security prices and interest rates at 
the then prevailing levels. This 
action would have permitted the 
money supply to increase in accord- 
ance with demand. The Bank of 
Canada did not follow this course be- 
cause it would be inflationary to in- 
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These statements are not true. 


The facts are that the total money 
supply (currency and bank deposits) 
has not been reduced, but has con- 
tinued to grow, and that credit has 
not been restricted but has continued 
to expand. Savings are continuing to 
rise, both in bank deposits and in 
other forms. Long-term investors 
have more money available for new 
investment this year than ever be- 
fore. 


The hard cold facts are that while 
the money supply and the volume of 
outstanding credit are both larger 
than ever before, the demand for 
money and credit of all kinds is 
fantastically large. To equate this 
excessive demand at this time by in- 
creasing the money supply would be 
inflationary and thus undesirable. As 
money performs its role as a ration- 
ing mechanism, it is inevitable that 
some financing will have to be post- 
poned, some potential borrowers will 
be disappointed and some loans will 
fail to meet the higher standards of 
credit-worthiness adopted by lenders 
in such circumstances. 


As mortgage money is difficult to 
obtain from life insurance companies 
at the present time, it is .suggested 
that they are in a credit squeeze too 
and are lending less than previously. 


Actually, action by the Bank of 
Canada does not significantly in- 
fluence the fund of savings available 
for annual investment in other in- 
stitutions. 


For example, the normal cash flow 
available for investments to life in- 
surance companies arises from their 
annual increase in assets and from 
repayments of existing investments. 
They have a relatively steady and 
calculable volume of funds to invest. 
The demand on their relatively fixed 
supply of funds increases tremendous- 
ly when restraint is placed on the 
banks—unsuccessful seekers of bank 
credit turn to them and other alter- 
native investors. Consequently, the 
life companies’ available funds are 
more quickly used up and it appears 
that their granting of credit is being 
restrained too. 


Actually, the new money invested 
annually by the life companies varies 
little from its upward trend line, 
although there may be year-to-year 
variations in distribution between 
mortgages on the one hand and 
bonds and debentures on the other. 
These variations result from the 
companies’ desire to emphasize those 
investment oportunities which are 
most attractive at the time. Today, 
the spread between the: yield on 
mortgages on the one hand, and 
securities on the other, is narrower 
than normal, but in spite of this in- 
stitutional investors are _ investing 
more money in mortgages this year 
than ever before. 


As restraints on credit tighten on 
the banking system, there are in- 
creasing evidences of the postpone- 
ment of housing, commercial, and 
industrial developments. This is not 
as serious as it sounds. It does not 
necessarily mean a loss in total sales 
volume to realtors—it probably does 
mean that the increase in volume 
will be less than it might have been 
if credit restrictions had not been 
imposed. 


In a free enterprise, profit and loss 
economy, there will be times when 
your volume will be very large and 
there will be other times when your 
volume will be reduced. I believe you 
should all be prepared to accept the 
postponement of a portion of your 
profits for a short time, when they 
result from a sound overall national 


policy aimed at maintaining a 
healthy economy. 

The Probable Duration 

Of Tight Money 


A logical question at this time 
appears to be: How long will the 
tight money situation last? Will it 


last one month—six months—or two 
years? 


Probably it would be worthwhile 
to look at the existing situation and 
see what progress is being made to- 
wards correcting inbalances_ that 
have been threatening our economy. 


1) Business loans during the first 
six months of this year were rising 
at the rate of $83 million per month. 
Since July 1st, the rate has been a 
mere $16 million per month. They 
appear to be levelling off at approxi- 
mately $4.6 billion. 


2) The money supply during the 
12-month period ending September, 
1955 increased by $1.250 billion. There 
has been no significant change in the 
supply of money in the last 12 
months as it appears to have level- 
led off at approximately 11 billion 
dollars. 


Greater Than it Appears 
However, I suspect that the effect- 
iveness of our money suply is some- 
what greater than the physical 
quantity suggests because it appears 
to be turning over more rapidly. 
While we do not have reliable veloci- 
ty figures in Canada and cannot 
measure the turnover rate here, we 
do know that the velocity of turn- 


over of money has increased in the 
United States by more than 10 per 
cent compared with last year. It is 
reasonable to assume that the rate of 
turnover has increased in Canada 
too and that the efficiency of our 
money supply is nearly 10 per cent 
greater than the physical volume 
suggests. 


3) On the other hand, the rate of 
increase in consumer and _ business 
spending does not appear to be slow- 
ing down at mid-year and in terms 
of the G.N.P. spending was up 10 per 
cent compared with the same period 
in 1955. In fact, this phenomenal rate 
of spending is expected to continue 
for some time and by this year-end 
the G.N.P. probably will be in excess 
of an annual rate of $30 billion. 


There are few signs, if any, of 
a pending decline in consumer or 
business spending. On the contrary, 
it is obvious to all of us that business 
and public institutions desire to con- 
tinue expanding at an extraordinary 
rate. 


A measure of the strength of this 
desire to spend is the price they are 
willing to pay for money. While 
the yield on long-term government 
bonds has increased by .50 per cent 
since last September, competition 


among industrial borrowers has 
forced corporate and provincial bond 
rates up anywhere from .75 to 1.25 
per cent during the same period. For 
example, Loblaw’s borrowed at 4.00 
per cent last year and paid 4.75 per 
cent for money this year. Exactly 
one year ago the Province of New 
Brunswick borrowed at 3.65 per cent 
but this fall they had to pay five per 
cent. This demand will be a difficult 
force to contain and will continue to 
exert a strong upward pressure on 
economic activity during the balance 
of the year and into 1957. 


Unemployment Irreducible 

4) The labor force is fully employ- 
ed and the pool of unemployed from 
which to draw for further economic 
expansion is considered to be an 
irreducible minimum. These circum- 
stances place labor in a strong com- 
petitive position. Labor income in- 
creased by $650 million during the 
first six months of this year as com- 
pared with the same period in 1956. 
The Dominion Bureau of Statistics 
reports that only slightly more than 
half of this increase came from in- 
creased employment, the remainder 
—nearly $300 million—came from in- 
creased wages. 


Continued on page 16 
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Monthly Sales Show 
Upward Swing 


There are no startling changes in this month’s co-op 
report, except that gross sales for the month show an en- 
couraging upward swing. Competition between Boards for 
a place just a little higher on the totem pole is very keen, 
and two or three Boards have this month edged themselves 
over their nearest competitor. 


You will notice that we’ve redesigned the co-op graph 
showing sales totals for both the year and the month in 
question. Actually, changes have been limited to the scale 
of numbers at the left side of the graph. It was felt that 
particularly in the monthly totals, the former graph did 
not show sufficient contrast between figures. The scale 
now goes from $10 millions to $25 millions in fives, and 
from then on by fifteens. 


Having had so much football in our diet of late, it has 
been brought to my attention that the co-op statistical 
sheet in this month’s Realtor looks like a crazy mixed-up 
football schedule. 


Taking the first eight cities’ gross co-op sales at the end 
of September, it looks like a combination of the Big Four 
and the Western League. Breaking down the Big Four 
and Western League produces this result: 


Toronto 54,106,835 Vancouver 26,026,771 
Hamilton 31,521,711 Calgary 12,443,224 
Ottawa 11,401,799 Winnipeg 11,639,731 
Montreal 7,004,150 Edmonton 6,640,693 

104,034,495 56,750,419 
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Phil Seagrove, better known 
as "Mr. Co-op", with the 
monthly statistical summary 
of co-op operations across 
the country. 








What you see is the amazing fact that it is possible for 
the East to beat the West. 


Then we look at the Montreal Allouettes and the Ed- 
monton Eskimos; I just can’t believe what we see. In fact, 
the only person who would be happy looking at this 
schedule would be Lew Hayman of the Argonauts. Possibly 
these scores should be brought to the attention of Pea- 
head Walker and Pop Ivy in order to get something done 
about it. 

It also indicates that the Hamilton Tigers would have no 
trouble in disposing of the Calgary Stampeders and the 
Winipeg Blue Bombers even if they put the two teams 
altogether. Perhaps we had better bring it to their atten- 
tion at an early date! 
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The Scope of an Appraisers Work 


(The second of a series) 


In the first part of this article which appeared in the 
last issue, comment was made as to the variety of the 
work to which an appraiser was exposed which could not 
be directly related to an actual estimate of value. This 
sort of ‘“non-appraisal’’ work was, for the purpose of this 
paper, divided into six classifications, namely: 


(1) Land Utilization. 

(2) Building Utilization. 

(3) Real Propery Management Problems. 
(4) Internal Matters. 

(5) Ownership, Tenancy and Financing. 
(6) Locational Factors. 


The first two of these topics were discussed in the pre- 
vious article; in this issue some comments are made on 
the next two. 


(3) Real Property Management Problems 

This is, of course, a specialized field in which the 
writer is conversant with only the general principles. The 
most striking thing with regard to management which 
the appraiser (or professional manager) will doubtless 
have noted is that industry typically appears to regard the 
management of their property as unworthy of any special 
attention; as a general rule, the operation of the building 
(i.e., as distinguished from the operation of the process 
itself) is entrusted as a part time job to the plant super- 
intendent or plant engineer. 


There are so many things which managers can learn 
about management of property and yet so little attention 
is paid to this topic in universities and trade schools; 
specific matters which have cropped up in our work 
which a qualified manager would have “caught” at their 
inception included: 


(a) Variance in heating costs—No plant superintendent 
with whom we worked seemed to have any idea whether 
the fuel costs attributable to heat should be three cents, 
seven cents, 10 cents or 15 cents a square foot for their 
particular plant. In many appraisals, without such know- 
ledge adequate cost accounting is impossible as no divi- 
sion can be made as to the value of fuel used for pro- 
cessing and that used to heat the building. The appraiser 
must be able to make some informed estimate as to how 
to divide fuel costs and must recognize that in estimating 
the cost of heating (which of course is essential if we are 
to estimate net revenue arising from real property) any 
given allocation of fuel costs between heating and process- 
ing will have to be varied under the assumption of some 
alternative use; this is because many processes create con- 
siderable heat as a by-product which can be utilized to 
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actually supplement or even replace the direct heating 
system of the building. 


(b) Variance in Municipal Taxes—Informed manage- 
ment should be able to express an opinion as to 
whether assessment and taxes are equitable. A trained 
manager would recognize the symptoms of over-assess- 
ment and (probably in consultation with outside apprais- 
ers or management consultants) recommend to top 
management as to the probability of a _ successful 
assessment appeal. It is useful in this connection for the 
manager or appraiser to relate taxes to some unit such 
as square foot area and to recognize when the unit is out 
of line with the average; such recognition would lead to 
an investigation of the reasons behind the inequity which 
is essential in the computation of net real property 
revenue. 


(c) Insurance—We have observed that many owners 
have not kept the amount of insurance in line with 
increasing construction costs. However, the main prob- 
lem encountered has been the need to explain fully to 
our clients the difference between the market value 
appraisals which we prepare and the physical value 
appraisals prepared for insurance purposes. The main 
difference, of course, is that for the purposes of market 
value the chief cause of depreciation is generally 
functional or economic obsolescence, whereas for the pur- 
poses of insurable value the only cause of depreciation 
recognized is physical deterioration. 


(d) Allowances for Replacement—Typical accounting 
records provided by our clients contain an allowance for 
“future” depreciation whereas the appraiser considers 
this not as an operating expense, but rather as a charge 
against future income. 


Also, accounting records—being a picture of actual 
cash income and expenses—will frequently make no 
allowance for the eventual replacement of such items as 
the roof, elevator, boilers, burners, plumbing and lighting 
fixtures and those other items which typically have eco- 
nomic lives of lesser duration than that of the building 
itself. Again accounting records will generally contain 
entries for maintenance and repairs which have actually 
been made in the accounting period under review. Pre- 
sumably if we could inspect the records for say 10 years, 
most items of maintenance and repair would be found 
somewhere and could be prorated on an annual basis; 
however, in the absence of such records (and they are 
rarely made available in appraisals of industrial proper- 
ties) the appraiser must be able to estimate the probable 
amount of such charges. 


It should of course be recognized that in considering 
maintenance and repairs, if these are carried out regular- 
ly and adequately, a building will never wear out physi- 
cally; therefore if an adequate allowance has been made 
for keeping the building in good condition, the rate used 
in processing net income should reflect this. 


(4) Internal Matters 

We have been asked to advise owners as to value for 
many purposes including: 

(a) Book Values—In accounting procedures and for 
the purposes of income tax and municipal assessment, it 
is necessary for the owner to know not only the overall 
value of his property but also how that value is divided 
as between land and buildings. A little consideration will 
convince the reader that the accountant’s conception of 
“profit” depends upon the manner in which he has alloca- 
ted the costs of the building and improvements to each 
accounting period in the form of depreciation. 

(b) Succession Duties—The chief problem which we 
have encountered here is as to a definition of value. 
Under Ontario law, we are supposed to estimate “fair 
market value”. However, no one seems to know the 
answers to the following questions: 

(i) Is there any difference between “fair market 
value” and just “market value’? If so, does “fair’ 
imply that the ‘‘value” for succession duties should be 
lower than “market” or higher? 

(ii) Is “fair market value” to be assessed purely from 
market data without consideration to the income ap- 
proach to value? The appraiser has been retained in the 
case of an estate which had as an asset a building under 
lease for 21 years, of which eight still remained at the 
date of death; surely the value of this property is unique- 
ly limited by the terms of the lease and yet the assess- 
ment levied against the estate is based entirely on market 
data developed from sales of similar properties not under 
lease, correlated with an estimate of the depreciated re- 
placement cost of the improvements plus land value. 

It seems trite to point out that in any “market” a 
property should be valued on the basis of what it will 


Greetings anid Thanks 
From C.A.R.E.B. President Patterson 


As this issue reaches you we shall be nearing the end of 
the year 1956 and this, my final message to you, therefore 
combines the greetings of the season as well as my farewell 
as your president. 

This has been another epochal year in the history of our 
country and, while our high hopes of peace and prosperity 
have been marred by occurrences in Europe and the middle- 
east, we have much to be grateful for during the 12 months 
that have just elapsed. 

This has been another year of progress for our Canadian 
Association, and I hope that each of you has shared to the 
fullest extent in the dynamic economic conditions that have 
prevailed in Canada in 1956. 

In a few short days I shall be turning over the presidency 
to Jack Stevenson, whom you elected to lead you in 1957. It 
is with some humility that I say to you that you have chosen 
well in confiding to him the destinies of our Canadian Asso- 
ciation in 1957. Jack Stevenson is a man of outstanding 
qualities who will, I know, further the progress of our Asso- 
ciation greatly in the coming year. 


In this closing message to you I would like to repeat what 
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sell for; if, due to the terms of the lease, it is not 
attractive market-wise, then one would think its “value” 
would be adversely affected. 

There are other problems which an appraiser faces (at 
least in Ontario) with regard to “value” for succession 
duties; however, they revolve almost entirely around the 
concept as to what “type” of value we are estimating. It 
is suggested that appraisers and Institutes could make no 
greater contribution to our common problems than to 
conduct research into the question of ‘concepts of value’; 
in fact subsidized research at the post graduate econo- 
mists’ level is indicated. 

(c) Internal Rentals—If an_ industrialist, retailer, 
manager, etc., is to satisfy himself as to the profitability of 
any department or division of his enterprise, he must 
make various allotments of general expenses to these 
departments. Clearly, one of the chief allocations will be 
that of “internal rental”. 


It is suggested that the quantum of such rental should 
bear a close relationship to the going levels of rent for 
comparable space and amenities in the open market. 
Unless this base is applied, the entrepreneur cannot know 
whether he is further ahead to own or rent his property. 
And yet how can the average manager possibly know the 
market rent for the various types of space in his building? 
It is suggested that once more reliance must be placed, 
not on a plant superintendent, but on a qualified appraiser 
or property manager. 

We will conclude this topic in the next issue, and in 
closing the writer would like again to reiterate his feel- 
ing that research, investigation and, yes, just ordinary 
thought should be engaged in to clarify the thinking of 
appraisers, lawyers and the judiciary as to “concepts of 
value”. Reference was made in the last issue of the 
Realtor as to the confusion existing with regard to the 
concept of “value to the owner’; in this issue we have 
mentioned the concept of “fair market value’. There are 
many other confusing concepts which will never be solved 
by simply sitting back and hoping for the best or ignoring 
the existence of the problem. 


I said most sincerely at our last Annual Convention in Halifax 
with respect to the marvelous support that I have had as 
your President during the past year. To my devoted Vice- 
Presidents Jack Stevenson and Murray Bosley, to my Regional 
Vice-Presidents, to my Executive Committees and my various 
Committee Chairman, and to all of you I wish to express my 
deepfelt gratitude for the wonderful support that you have 
given me during 1956. 

I also wish to pay tribute to the wonderful work done by 
our executive staff consisting of Executive Secretary Bill 
Follows and Miss Derbyshire. Both of them have served our 
Canadian Association outstandingly during the past year, and 
our thanks is due to them for keeping our administrative 
machinery running so smoothly. 


I would like to close this message on a note of gratitude 
for your having honored me with the preidency of our Cana- 
dian Association during the past year. To each of you I give 
my best wishes for a blessed Christmas and for health, hap- 
piness and prosperity in 1957. 

To your President-elect Jack Stevenson and to Vice- 
Presidents-elect Murray Bosley and Don Koyl I extend, in 
addition, my best wishes for a very successful term in 1957. 
I assure them that I shall always support them in their 
endeavors. 

Roy Patterson, 1956 President, 
Canadian Association of Real Estate Boards. 
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Why is Money Tight? 
Continued from page 11 


5) Prices held surprisingly con- 
stant in 1955 and during the early 
months of this year. However, they 
have now turned upward and whole- 
sale prices have increased by three 
per cent since the beginning of the 
year. Following a long period of sta- 
bility, the consumer price index has 
increased by nearly three points in 
four months. In spite of a relatively 
constant money supply, prices will 
continue to rise during the balance 
of the year. This may be surprising 
to you as we have been taught to be- 
lieve that prices tend to fall when the 
money supply fails to expand with 
the growth in the volume of goods 
and services. This upward pressure 
on prices results from a relatively 
new factor in our economy today— 
“built in cost inflation’. A tight labor 
market results in general wage in- 
creases. Higher wages inevitably lead 
to higher costs and higher costs in 
turn are being passed on to the con- 
sumer in terms of higher prices. This 
tendency for higher wages to be 
passed on to the consumer in the 
form of price rises is taking place 
now and will exert an upward pres- 
sure on prices during the balance of 
the year. 


Monetary controls appear to be in- 
effectual in directly modifying built- 
in cost inflation. Other’ control 
measures may have to be devised to 
curb it effectively. 


Generating Forces Strong 

In summary, the generating forces 
propelling our economy at what ap- 
pears to be an unsustainable rate of 
growth are still very strong. The de- 
mand for credit remains extremely 
high, labor is in short supply and 
prices are rising. The boom does not 
appear to have run its course. 


Unless, for political reasons, the 
central authorities yield to the de- 
mands of special interests, I do not 
expect to see any significant easing 
of the credit situation until mid- 
1957. Furthermore, following a 
change in monetary policy, there 
may be a time lag of several months 
before it is reflected in easier home 
mortgage credit. 


Conclusions 

What are the implications of this 
tight money situation? What does it 
portend for the future? 


1) It has now been established 
that the federal government will not 
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only act to bolster the economy on 
the downside, but will also act to 
temper it on the upside. 


Economic and price stability was 
being threatened by an oversupply of 
money resulting from an excessive 
use of bank credit at a time when 
our human and industrial resources 
were being employed at capacity. 
Under these conditions, a further ex- 
pansion of the money supply would 
have been inflationary. 


Recognizing the threat, the central 
authorities initiatiated action to 
bring the economy back onto an even 
keel. If we can prevent wide oscilla- 
tions from developing between con- 
ditions of inflation on the one hand 
and deflation on the other, we can 
more confidently look to a continuing 
improvement in our standard of 
living. I am sure this objective merits 
your endorsement and support. 


2) The construction industry, in 
which you are so vitally interested, is 
one of the most volatile as well as 
one of the most important segments 
of our economy. In the past, the in- 
dustry has been characterized by ex- 
cessive activity in prosperous times, 
and stagnation and ruin in depressed 
times. 


Credit restrictions are actually 
causing the deferment of planned 
construction. This is good; it will 
tend to spread total spending in this 
area over a longer period of time and 
thereby moderate the peaks and val- 
leys long associated with the in- 
dustry. 


3) The outlook for your industry 
is bright. 


In the next 25 years, more than 
nine million people will be added to 
Canada’s population—an increase of 
more than 60 per cent. These addi- 
tional people will create a need for 
more homes, apartments, shopping 
facilities and factories. 


To house these additional Cana- 
dians, we will need to build more 
than 100,000 housing units annually. 
This will be a higher average level of 
home construction than we _  ex- 
perienced in this country during the 
past five years. A similar volume of 
construction will be required in the 
other types of real estate. 


I am confident that funds will be 
forthcoming in sufficient volume to 
finance this construction in an order- 
ly fashion over the years. In spite of 
tight money, homebuilders are cur- 
rently enjoying the second best year 
in their history—completions will be 
only slightly down from the 1955 


record of 125,000 units. Life in- 
surance companies are pouring a 
record volume of funds into the 
mortgage market to finance residen- 
tial and business properties. I expect 
that there will be sufficient money 
available next year to permit con- 
struction of more than 100,000 hous- 
ing units (1955 and 1956 are the only 
two years in history when we built 
more than 100,000). Life insurance 
companies’ mortgage investments in 
1957 may very well surpass this 
year’s record volume. 


Marginal Operations 

4) I would like to close my re- 
marks with a word of caution. In my 
opinion, the real estate industry is 
large enough today to meet our 
needs over the next few years. Com- 
petition will become a severe con- 
tinuing thing for some time to come. 
While the future is bright for the 
efficient, well financed realtor—the 
same cannot be said for the marginal 
operator. He will not only suffer 
from a squeeze on costs, but from in- 
tense competition when money is 
tight. We must expect continued 
swings from a tight money situation 
to easy money and back to tight 
money again in accordance with the 
ebb and flow of the nation’s growth. 
All of us, including realtors, home- 
builders and others must learn to ad- 
just our business activities in con- 
formity with these corrective swings 
in the economy. 


Wot Hoppened? 

Last week your secretary, in an 
effort to obtain material for the his- 
torical committee, was reviewing 
issues of the Canadian Realtor for 
the years 1950 and 1951. 


It was most interesting to note the 
many “Letters to the Editor’ which 
were received in those days. 


In August of 1950, 1,585 copies of 
the Realtor were mailed to members 
of the Association. There were 7,461 
copies of the issue you are now read- 
ing sent to members of organized real 
estate in Canada. It is sad to note 
that there is not even one letter to 
the editor in this issue. 


The “Letters to the Editor” was 
always an interesting part of our 
Canadian Realtor, and made stimula- 
ting reading. Surely there is enough 
activity among the 7,461 persons who 
are now receiving Realtors to re- 
juvenate this important phase of par- 
ticipation in your magazine. 


You write 'em, we print ’em... 


CMHC Statistics Reveal 1955 Mortgage 


Loans Up 32% from Previous Year 


The value of all Canadian mort- 
gages registered in 1955 amounted 
to nearly $2.5 million, 32 per cent 
more than in 1954. Loans for the 
construction of new dwellings expan- 
ded rapidly with, and indeed made 
possible the record volume of house- 
building activity in 1955; these loans 
accounted for close to 40 per cent 
of the total. The turnover of exis- 
ting dwellings also appears to have 
shown a marked increase in 1955, 
requiring a considerable increase in 
mortgage lending to facilitate prop- 
erty sales. 


While mortgage loan repayments 
continued to rise, most of the in- 
crease in mortgage investment repre- 
sented new funds. The lending insti- 
tutions advanced $960 million on 
mortgage account in 1955, $317 mil- 
lion more than in 1954. Of this in- 


Obituary 


crease, the rise in mortgage repay- 
ments accounted for $63 million. 


The participation of the chartered 
banks for a full year for the first 
time amplified the flow of funds into 
the mortgage market. A small a- 
mount, some $17 million, was also 
forthcoming from pension funds, etc., 
through the secondary mortgage mar- 
ket in loans insured under the Nat- 
ional Housing Act. Some indication 
of the ready availability of mortgage 
credit is seen in the fact that many 
borrowers were able to obtain mort- 
gage loans under the National Hous- 
ing Act at an interest rate of five 
per cent, lower than at any time 
since the middle of 1951. 

In 1955, house-building activity 
was considerably larger than in the 
previous year, with 138,300 dwellings 
started and 127,000 dwellings com- 


Prominent U.S. Realtor Dies 


Herbert U. Nelson died on 
November 20. Thus has ended the 
life of a man who, perhaps more 
than any other, has helped make 
organized real estate what it is in 
North America. He assisted in the 
formation of C.A.R.E.B., and is 
well known to Canadian realtors 
who have worked so hard towards 
the consolidation of our Associa- 
tion. 


An original thinker with 
usual powers of leadership, Mr. 
Nelson’s proposals attracted the 
interest of President Hoover and 
led to the establishment of the 
Home Loan Bank System. At the 
request of Cordell Hull, then chair- 
man of the Senate Banking and 
Currency Committee, he wrote the 
first draft of the Act to create the 
Home Owners’ Loan Corporation. 
This saved hundreds of thousands 
of distressed home buyers from 
loss of their homes during the de- 
pression. 


un- 


Mr. Nelson was a pioneer in the 
city planning movement in Ameri- 
ca, having drafted one of the early 
zoning ordinances while he was 
secretary of the Minneapolis City 
Planning Commission. He was 
among the first to develop the 
‘neighborhood unit’ concept in 
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city planning with its practical 
goal of more livable and more 
human cities. 


Among his contributions to the 
National Association of Real Es- 
tate Boards in the U.S., he was in- 
strumental in developing its pro- 
fessional institutes in appraising, 
property management, brokerage, 
specialized handling of farm lands, 
and in industrial real estate prac- 
tice. He was also an important 
figure in the founding of the Urban 
Land Institute and the National 
Association of Home Builders. 


It was Mr. Nelson’s abiding con- 
fidence in the power and produc- 
tivity of private enterprise that 
led him to apply his talents on an 
international scale when he play- 
ed a prominent role in the forma- 
tion of the International Real 
Estate Federation. 

He received an exceptional honor 
from the French Republic in 1953, 
when he was made a member of 
the Order of Merit in Commerce. 
In presenting this distinction, the 
French Ambassador at Washing- 
ton cited shifts in policy of the 
French government, beneficial to 
the national French economy, 
which had resulted from the im- 
proved understanding and ex- 


pleted, and an additional 4,300 dwel- 
lings resulting from the conversion 
of existing property. This activity, 
together with land costs, involved 
expenditures amounting to over $1.5 
billion. More than half, 55 per cent, 
of these expenditures were financed 
by mortgage loans, mainly from the 
lending institutions. Another 30 per 
cent represented ‘the equity of owners 
in the form of down-payments on 
dwellings for home-ownership and 
the equity investment of rental en- 
trepreneurs. In addition, 12.7 per 
cent was provided by owners who 
financed tthe construction of their 
dwellings without resource to mort- 
gage financing. The federal govern- 
ment provided only 3.5 per cent of 
total expenditures, mainly for the 
construction of married quarters for 
the armed forces. The federal gov- 
ernment’s role in financing house- 
building was mainly in 'the insurance 
of mortgage loans made by private 
lenders under the National Housing 
Act. 


The share of the lending institu- 


change of information which Mr. 
Nelson’s work had brought about. 


While arranging for some of the 
earliest textbooks on real estate 
subjects, he wrote one himself— 
“The Administration of Real Es- 
tate Boards’. He was co-author of 
“New Homes in Old Countries”. 
For two years he edited the Na- 
tional Real Estate Journal and 
was the founder of Freehold, for- 
mer monthly magazine of N.A.R.- 
E.B., and of Realtor’s Headlines. 


Herbert Nelson possessed quali- 
ties that mark a great teacher— 
an inquiring mind, enthusiasm, 
and the capacity to impart his en- 
thusiasm to others. He travelled 
from coast to coast, preaching the 
lofty ideals that should always 
motivate those whose work is to 
extend wider and wider among 
the citizens the ownership of the 
land. One expression of this con- 
cern was his participation in the 
founding of the Institute for Re- 
search in Land Economics. 


The steady strengthening of 
real estate license laws to protect 
the public, the building of educa- 
tion facilities for real estate prac- 
titioners, the establishment of 
high standards of ethical conduct 
in real estate practice, all stem in 
large measure from Mr. Nelson’s 
conception of professional caliber 
of service in our work. 











ONTARIO ASSOCIATION OF 
REAL ESTATE BOARDS 


35th Annual Conference, 1957 
Sunday, Monday, Tuesday 


March 10th, 11th and 12th 


Chateau Laurier, Ottawa 


Registration Fee: 


Brokers, Salesmen and Salesladies _ $35.00 
Wives and Guests 20.00 
Daily Registration 20.00 


Registration fee includes EVERYTHING: ALL BUSINESS SESSIONS 
ALL LUNCHEONS — ALL RECEPTIONS — ALL DINNERS 
FINAL BANQUET — ENTERTAINMENT 


Make cheque payable to 
ONTARIO ASSOCIATION OF REAL ESTATE BOARDS 


You'll be able to enjoy the 1957 O.A.R.E.B. convention in Ottawa more if you know 
that the hotel space you want is all arranged. And the best way to ensure that is to 
register now. Please look over the hotel rates below, make your selection, and send 
both your registration and reservation to Tom Reddick. Be sure that the form below is 
filled out completely, not omitting the time of your arrival so your room can be ready 
when you want it. 


HOTEL RESERVATIONS 


Rooms 





Double Room Twin Bed Room 


with bath. 


Single Room 


Single Bed sitting 
with bath. ith bath. 


with bath. wi 





Single Parlour, Bedroom Double Double Parlour, 2 Bedrooms 
with bath with bath. with bath. 
Chateau Laurier $23.00 $30.00 $45.00 
Lord Elgin *$14.00 $16.00 | — 


An asterisk indicates shower in place of bath. 


O.A.R.E.B.'s 35th ANNUAL CONVENTION 
MARCH 10, 11, 12, 1957 


OTTAWA, ONTARIO 
TO: MR. TOM REDDICK, 
Registration Chairman, 
c/o Ottawa Real Estate Board, 
303 Waverley St., 
Ottawa, Ontario. 


| plan to attend the conference, and enclose my cheque for $ to cover the regis- 
tration fee. It is understood that in the event | am unable to attend, this advance will be re- 
funded to me, provided | advise you before March |, 1957. 


NAME STATUS ; 
(Broker, Salesman, Guest) 

ADDRESS CITY & PROV. 

| am a member of the Board. 


Hotel (Ist choice) Accommodation required 


Arrival date and time Departure date and time 
Below | have indicated exactly how | would like my name to appear on my identification badge: 


MY NAME WIFE'S NAME 
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tions in the provision of funds for 
house-building, 43 per cent of the 
total, was higher than in earlier 
years. In 1953, their share was 22 
per cent and in 1954, 36 per cent. 
The increased importance of these 
institutions largely reflects the par- 
ticipation of the chartered banks 
in mortgage lending activity and 
also the cessation of the joint loan 
arrangement under which the gov- 
ernment provided 25 per cent of the 
funds for joint loans approved by 
private lenders under the National 
Housing Act, 1944. 


Mortgage Lending on Existing 
Dwellings 

Mortgage credit on existing dwel- 
lings is used primarily to facilitate 
the sale of such dwellings. The in- 
dications are that in 1955 the value 
of sales of existing dwellings was 
higher than in 1954. For one thing, 
the value of transfer deed recordings, 
which include property other than 
existing dwellings, increased by 25 
per cent to nearly $4 billion. There 
was also a marked increase in mort- 
gage lending, by lending institutions, 
on the security of existing dwellings; 
in Ontario it is known that 'this in- 
crease was associated with property 
sales rather than the provision of 
mortgage credit for other purposes 
such as the purchase of consumer 
durables. And, again in Ontario— 
which is 'the only province for which 
this information is presently avail- 
able, there is a considerable increase 
in mortgage lending by individuals 
in connection with property sales. 
Not all of the increase in mortgage 
lending for this purpose reflects in- 
creased property turnover. At least 
part of the increase reflected higher 
loan-to-value ratios resulting from 
the relative ease of supply of mort- 
gage money. The average amount of 
loan approved by lending institutions 
on existing dwellings increased from 
$3,824 per unit in 1954 to $4,018 in 
1955. 


Mortgage Lending on Other 
Property 

In 1955, there was increased use 
of mortgaged credit for non-residen- 
tial construction, commercial, indus- 
trial and institutional. There was 
also an increase in mortgage credit 
made available on existing property 
of this kind. These increases reflect 
the ease in the mortgage market 
during most of the year. The lending 
institutions approved loans amount- 
ing to $131 million on these proper- 
ties, $81 million for new construction 
and $50 million on existing property. 
In 1954 the ‘total was $105 million. 

Continued on page 25 
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EXECUTIVE COMMITTEE 
Dick Whitney, President, Kitchener 
F. N. McFarlane, Vice-President, Ottawa 


Kegional Directors: Wilf Webb, London; Phil 
Seagrove, Hamilton; W. J. Nix, Toronto; 
Bernie Kelly, North Bay; P. H. McKeown, 
Ottawa. 


Secretary-Treasurer: H. W. Follows. 





Ontario President's Tour 

During the week of November 11, 
O.A.R.E.B. President Dick Whitney 
visited the five Boards comprising 
Region 4 of the Association. He was 
accompanied by Regional Director 
Bernie Kelly of North Bay. 


On November 12 the North Bay 
Board held a dinner meeting where 
Mr. Whitney was guest speaker. 
Thirty-six members were present. 


Mr. Whitney and Mr. Kelly were 
in Sudbury on the 13th and attended 
a dinner meeting of the Sudbury 
Board. In addition to Mr. Whitney 
the meeting was adressed by Board 
President Sykes, Les Neal and Mr. 
Kelly. There were about 40 members 
present. 


November 14 saw Mr. Whitney and 
Mr. Kelly in Sault Ste. Marie for a 
luncheon meeting at which nearly 
100 per cent of membership was 
present. Mr. Whitney addressed the 
members, and Board President Fred 
Dawson took visitors on a tour of the 
city. 


In Fort William and Port Arthur 
on the 15th both gentlemen attended 
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Our successes of the past and our accomplishments of the 
future are not entirely by our efforts alone, but with the help 
of success. At this season we look confidently to the future 
may be ours. 


fare 


Bernie Kelly, O.A.R.E.B. Regional Director, and O.A.R.E.B. President Dick Whitney chat with 


Association of 
Real Estate Boards 


Jack Cangiano and James Morland, North Bay realtors, on the occasion of the former gentle- 
men's visit to that Board. 


a large meeting which was extremely 
well attended by members of both 
Boards. Mr. Whitney addressed the 
members on the activities of O.A.R.- 
E.B. The following day special meet- 
ings were held with the executives of 
both local Boards, and many prob- 
lems were discussed. Both Board 
presidents felt that the future of 
organized real estate in the Lake- 
head cities was indeed promising. 


Peterborough 

The regular monthly dinner meet- 
ing of the Peterborough Real Estate 
Board was held September 26. Oliver 
E. Crockford, municipal consultant of 
Toronto and recently Reeve of Scar- 
borough Township, was present to 


With this opportunity of taking time out from our busy 
everyday schedules, and with the spirit of thanksgiving, may 
I offer to all of you the greetings of Christmas in all its in- 
terpretations, and wish you good health, happiness and 


prosperity in the coming year. 


Ontario Association of Real Estate Boards. 
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address the gathering of 90 members 
and guests. 


Among the guests were City Alder- 
men, City Engineer Chalmers, City 
Clerk Outram, Town Planer Burney 
and some 40 others prominent in in- 
dustrial manufacturing and commer- 
cial activities of the city. 


In his address, Mr. Crockford 
noted that industrial development 
was dependent on the availability of 
labor. Workers must have homes of 
their own, which they can afford, if 
they are to be happy and contented. 


“If you want industries to locate in 
your community, don’t restrict your 
residential development,” he advised. 
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Season's Greetings from Ontario President 


In retrospect, the year 1956 has given us the satisfaction 
of knowing that we as realtors have had a good year, and 
that we have met our challenges with a considerable degree 
of success. At this season we look confidently to the future 
and the accomplishments which may be ours. 


C. R. Whitney, 
President, 
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To All Members, 


Ontario Association of Real Estate Boards. 


Ottawa is getting ready to receive hundreds of Association members at next spring's three-day provincial 


convention being held here. 


What an event it will be! For six months, 14 committees have been delving into ideas for entertaining the 


realtor guests and their wives, and building up interesting programs with top speakers. 


We think the ladies’ events will be so delightful that we pity the married realtor who comes to Ottawa 


without his better half next March 10, 11 and 12. 


So we urge all the members of the Ontario Association of Real Estate Boards—please arrange to come to 
Ottawa for 1957's realty event of the year. 


D. Roy Wymark, 


Chairman, 1957 Convention. 


He advocated three measures in 
Peterborough: 1) Get a really good 
housing development to bring people 
in; 2) Get speculators to invest in 
rentable buildings for industry; 3) 
Consolidate all information about 
hydro, water, sewage, railway sidings, 
etc., so that potential industries can 
obtain all this information from one 
source. 


Pointing out that 70 per cent of 
Canadians make only around $3,000 
a year, he urged the necessity of 
housing within their means. Building 
on smaller lots decreases the cost of 
services installation per unit. He ex- 
pressed a preference for individual 
homes, however modest, rather than 
large-scale multiple dwellings such 
as the government-subsidized Regent 
Park development in Toronto. This 
preference was based on a conviction 
that the latter type of development 
is far more expensive per unit than 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 
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P. Hubert McKeown, 


individual homes. Mr. Crockford also 
stated that greater efficiency and 
better distribution of costs is obtain- 
ed by having subdividers assume re- 
sponsibility for services within their 
subdivision. He said he considers land 
assembly development to be a bad 
thing, because it won’t get private 
enterprise to come in and compete 
with the government who subsidize 
the cost of building. 


Kitchener-Waterloo 

Karel Stark, Board member, re- 
ported to his colleagues at the recent 
general meeting of the Kitchener- 
Waterloo Board, on his activities as 
their official delegate to the Interna- 
tional Real Estate Federation at 
Vienna this summer. 


The Board announces the purchase 
of a multigraph-multilith duplica- 
ting machine for the processing of 
co-op listings. Kitchener-Waterloo 
Board members wish to express to 


President, Ottawa Real Estate Board. 


the Hamilton Board their great ap- 
preciation of the latter’s help and ad- 
vice in the matter. 


For the past year Kitchener-Water- 
loo has been having examinations for 
all new salesmen or transferees, and 
the results show that more education 
is needed. Their education commit- 
tee, under the chairmanship of Carl 
Martz, has been very active this year 
in setting up a program. A series of 
discussions is now being held each 
Monday morning, and all Board 
members are urged to attend. The 
first lecture was given late in No- 
vember when Alfred Bender gave an 
“Introduction to Real Estate and 
Ethics”. Other topics to be covered 
in future sessions include financing, 
appraising, listings, and offers to 
purchase. These will be under the 
guidance of Max Lauer, Dick Whit- 
ney, Carl Martz and Wes Callander 
respectively. 


—vtwtJ—~J,; , ,;; Te Tt... 


Manitoba 

The Manitoba Real Estate Associa- 
tion held their annual Convention in 
Manitoba’s “oil field centre” at Vir- 
den, November 9. 


D. J. Reid, a realtor, is the Mayor 
of Virden and was in charge of con- 
vention arrangements. Dave, with 
assistance from Verne Andrews, a 
fellow realtor of Virden, did an ex- 
cellent job in arranging a conducted 
tour of the oil fields, a luncheon 
sponsored jointly by the Canadian 
Bank of Commerce and the Bank of 
Nova Scotia, an afternoon tea for 
the ladies, and an informal party for 
those staying over. 


Steve Magnacca, president, of 
Brandon, Manitoba, presided at the 
convention sessions and the _ high- 
light of his report was that the mul- 
tiple listing service of the Manitoba 
Real Estate Association was ready 


to commence operations. He de- 
scribed it as not only profitable to all 
members but also as a service long 
overdue to rural communities. 


J. S. Stevenson, C.A.R.E.B. Presi- 
dent-elect, spoke to the meeting on 
the highlights of the Halifax conven- 
tion, with particular regard to the 
resolutions adopted. The meeting 
complimented C.A.R.E.B. on resolu- 
tions No. 2 (scholarship fund) and 
enthusiastically voiced approval of 
resolutions No. 1, 4 and 5. 


A dinner meeting was held, chaired 
by President Steve Magnacca. The 
guest speaker was J. T. Trowell, 
superintendent for California Stand- 
ard Oil Company in Virden. Mr. 
Trowell gave an excellent address on 
oil prouction. 


Elected officers for 1957 are: presi- 
dent—-G. Barret-Hamilton, Winnipeg; 
1st vice-president—D. J. Reid, Vir- 
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The Ontario Association 
of Real Estate Boards 
35th Annual Conference 


DISPLAY CONTEST 


This year’s exhibit will be open to all agent members of 
O.A.R.E.B. We cordially invite you to take part and 
look forward to seeing your Display. 


1. All entries must be shipped to the Headquarters 
office of the Convention, not later than Saturday, March 
9th, 1957, and no entries will be accepted after that 
date. Following is the address: 


O.A.R.E.B. Display Committee, 
Hal Hallonquist, 

Chateau Laurier Hotel, 
Ottawa, Ontario. 


2. A plaque will be awarded to the best single exhibit of 
the show regardless of classification. This plaque is to 
be kept by the winning display entrant. Other awards 
will be recognized by ribbons. 


3. Due to limited space we would ask the exhibitors to 
send displays that will cover no more than 4’ x 8’ and 
preferably smaller. 


4. Judging will be on both group and individual items. 
Single items will be placed under different miscellaneous 
categories. 


5. While it is not mandatory, it will facilitiate the as- 
sembling of the material by the committee and accrue 
to the benefit of the exhibitor if the material is presented 
in an attractive manner. For example, in many instances 
cellophane or page protectors can be used to advantage. 


6. All materials submitted (preferably in duplicate) 
must be unmounted and shall be limited to:— 


(a 


~ 


Classified advertising 
(b) Display advertising (newspaper or window) 


(c) Direct mail pieces such as:— 
(1) Sales letters 
(2) Brochures (residential, industrial or com- 
mercial or subdivision) 
(3) Postcards 
(4) Self-mailers 


(d) Listing forms and applications to purchase 
(e) Sales Aid 


If you have any good idea not covered in the above, 
please submit it and we will make every endeavour to 
display it. Gather together samples of your best ma- 
terial and join with your fellow Realtors in displaying 
your outstanding ideas. Don't be disappointed. Get your 
material in early. 
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den; 2nd _ vice-president — Sinclair 
Lewis, Winnipeg. 

The Brandon Real Estate Board 
report enthusiastic interest by their 
membership in their multiple listing 
service. 


Quebec City 

The Quebec Real Estate Board 
held their annual elections on No- 
vember 15. Georges H. Couillard is 
president for the coming year, J. A. 
Turmel is vice - president, Marcel 
Morel was elected secretary and 
directors are: Lucien Richard, Thom- 
as E. Henderson, Geo. Ed. Langlais, 
Henri Paquet, St-Georges Cloutier. 


Winnipeg 

The November Meeting was held 
November 15 when guest speaker 
was J. A. MacDonald, assessment 
commissioner for the City of Winni- 
peg. His topic was ‘Assessment Prob- 
lems in the City of Winnipeg’’, and 
he outlined the problems which his 
office had to overcome in the last few 
years in arriving at an equalized 
assessment for the city. 

The big highlight of the fall sea- 
son has been the educational course 
conducted by the W.R.E.B. for mem- 
bers. This course has taken the form 
of lectures held one evening a week 
at the University of Manitoba. The 
topics covered were: 

Ethics: The obligations and respon- 

sibilities of Board member- 


ship. 
Legal implications and obligations 
re: 
a) The laws of agency and 
brokerage, 


b) The listing of properties, 
c) The offering and showing of 
properties, 
d) The offer-to-purchase con- 
tract. 
What is a good listing and how to 
secure same. 


How to show property to advan- 
tage. 

Financing the deal: 

a) 1st mortgage financing, 
b) Agreement of sale, 

c) 2nd mortgage financing, 
d) Discounts. 

The art of closing the sale. 

Salesmanship. 

Co-operative Listing selling: 

(procedures, rules, methods, etc.) 

This course has been most enthu- 
siastically received; because of limits 
placed on attendance due to shortage 
of space, it will be repeated in the 
new year. 

Winnipeg Board co-op sales are 
reaching new highs this year. At the 
end of seven months their sales had 
exceeded the whole 1955 mark. 





Stan Clear 
Regina 


Now co-owner with Jack May in 
a joint stock company, Stan Clear 
has been engaged in real estate since 
1946. Stan has been an active mem- 
ber of the Regina Real Estate Board 
since 1949 and was elected to the 
executive in 1950. He was president 
from 1953 to 1955. 


He is currently serving the Saskat- 
chewan Real Estate Association as 
co-chairman of their legislation com- 
mittee, and as their regional vice- 
president to C.A.R.E.B. 


Born at Althorne, England, in 
1893, he migrated to Canada in 1913. 
He was employed at Willington Nur- 
series in Font Hill, Ontario, for a few 
months until he joined the itinerant 
harvesters in their trek west during 
the fall. 


Farm work at Sentaluta, Saskat- 
chewan, occupied his time until he 
enlisted in 1915. Shortly before the 
end of the war he was commissioned. 
Stan married Elizabeth Haydok in 
England and brought her to Canada 
in 1919. He was temporarily engaged 
in farming and later became mana- 
ger of the Sentaluta Co-operative 
Association. 


The sales field became a strong at- 
traction, and in 1926 Stan “hit the 
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road” for the Saskatchewan Grain 
Growers’ Trading Department. 


During the second world war Stan 
served on the instructional staff at 
Regina until 1942, when he was 
transferred to intelligence with the 
rank of Captain. In 1945 he returned 
to his real estate career. 


S.R.E.A. Delegation 
to Government 

Five amendments to Saskatchew- 
an’s Real Estate Agents’ Licensing 
Act, designed to protect both the 
buying public and bonafide realtors, 
were urged November 23 in a brief 
presented to the provincial govern- 
ment by the Saskatchewan Real 
Estate Association. 


The Association suggested the de- 
sirability of tightening up regulations 
governing real estate advertising, the 
granting of agents’ licenses, and the 
establishment of separate trust ac- 
counts by real estate offices. In addi- 
tion, it asked the provincial sec- 
retary’s department to investigate 
setting up a license examining board, 
and making it obligatory for an 
agent to report known infringements 
of the Act. 


With regard to advertising, the 
brief suggested that the Act be 
amended to forbid real estate ad- 
vertising which did not disclose the 
agent’s name. It contended this type 
of advertising was intended to mis- 
lead the public by intimating the 
property for sale was not listed with 
an agent, and was therefore not sub- 
ject to payment of commission. 


One-and-a-half years to _ three 
years’ experience as a licensed sales- 
man was urged as a requirement to 
securing a real estate agent’s license. 
The brief declared the setting up of 
agencies by persons with little or no 
experience constituted a “real threat 
to the buying and selling public”. 


Establishment of a separate trust 
account for real estate sales by each 
realtor was recommended. The Asso- 


EXECUTIVE COMMITTEE 


President—H. D. Link, Saskatoon. 
Ist Vice-President—Ed Bennett, Regina. 
2nd Vice-President—W. D. Taylor, 
North Battleford. 
Directors: C. G. Langrill, Yorkton; W. J. 
Johnston, Swift Current; Mrs. Fern Pave- 
§-*. Prince Albert; G. Medhurst, Wilkie; 
rs. Helen McDonald, Regina; R. P. 


Klombies, Saskatoon; Ed Hudson, Moose 
Jaw. 


Secy.-Treas.—L. Wickett, Saskatoon. 


Publicity Chairman—Mrs. Bernice Norman, 
Saskatoon. 


ciation’s brief noted that Subsection 
2, Section 27 of the Act required 
maintenance of trust accounts, but 
it pointed out that even where this 
Section is obeyed, there are instances 
where money from sales is mixed up 
with money from other branches of 
the agent’s business. The brief ex- 
plained that in the event of an in- 
vestigation under the Act, the exist- 
ence of a separate trust account for 
sales would facilitate any inquiry. 


It was suggested that creation of 
a licensing examining board made up 
of practising real estate agents could 
be of very real assistance to the 
superintendent of insurance. Powers 
of such a board should be strictly 
advisory in character. 


As an aid to enforcing the Act, the 
Association suggested an amend- 
ment requiring that an agent with 
knowledge of infractions be required 
to report them to the superintendent 
of insurance. 


The brief was presented on behalf 
of the Association by its president, 
Harry D. Link, Saskatoon. Mr. Link 
stressed that in asking for changes 
to the Act, the Association was not 
critical of its general provisions and 
was, in fact, “highly satisfied’ with 
its present administration. The sug- 
gested amendments were brought 
forward with the idea of advising the 
government at a time when cities 
were expanding rapidly, and volume 
or real estate transactions showed 
equal growth. 
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Calgary 

The annual banquet, cabaret and 
dance of the Calgary Real Estate 
Board was held at the Palliser Hotel, 
Thursday, December 6. More than 
300 realtors and their guests in- 
cluding several city officials were 
present. The guests were formally 
received by John T. Rich, president, 
and Mrs. Rich, Mr. and Mrs. E. 
Sanders and Mr. and Mrs. E. B. Lyle, 
vice-presidents of the Board. 


The Calgary Real Estate Board 
announced the inauguration of a 
primary school for salesmen. The 
course is expected to get under way 
December 10 and will consist of eight 
lectures of three hours each fallowed 
by a written examination. The lec- 
turers include many prominent real 
estate personalities in Calgary in 
addition to three Calgary solicitors 
and the subjects to be covered are as 
follows: 


The history and organization of 
real estate in Canada; 

The Real Estate Agents’ Licensing 
Act; 

The Law of Contracts; 

Master and Servant—Principal and 
Agent; 

Legal forms — listing agreement 
offer to purchase etc.; 

House construction features; 

Ethics and public relations; 

Salesmanship. 


Each student taking the course 
will receive a bound copy of the lec- 
tures given plus additional material 
including John Doe forms, etc. 


The courses are open to all real 
estate personnel in the City of Cal- 
gary licensed since the 1st of April 
1956 and it is hoped all personnel 
eligible will enroll for the training 
which is supplied free of charge by 
the Calgary Board. 


To accommodate the ever-increas- 
ing numbers attending the monthly 
meetings of the Calgary Real Estate 
Board, plans have now been com- 
pleted to hold the meetings in the 
ballroom of the Hotel Palliser in 
Calgary. Part of the cost of the lun- 
cheons is being subsidized by the 
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Real Estate 
Association 


Calgary Real Estate Board in an 
effort to encourage as many salesmen 
as possible to attend. 


Red Deer 

The president of the Alberta Real 
Estate Association, A. M. Edwards of 
Calgary, and the secretary-treasurer, 
W. F. Johns, paid a formal visit to 
the Central Alberta Real Estate 
Board in Red Deer, November 14. 


Mr. Edwards summarized the pro- 
gress made by the Alberta Associa- 


EXECUTIVE COMMITTEE 


Aubrey M. Edwards, President, Calgary 

J. N. Winterburn, vice-president, Edmonton 
Directors: E. Jackson, Calgary; E. Sanders, 
Calgary; H. Milstad, Edmonton; R. Grierson, 
Edmonton; J. Rushfeldt, Delburne; L. Coward, 
Lethbridge; E. A. Wiseman, Red Deer. 


tion during the past year, and as 
regional vice-president for the pro- 
vince acquainted those present with 
the work undertaken at a national 
level. 


Mr. Johns spoke to the assembled 
realtors on the co-operative method 
of selling real estate and _ those 
present agreed to form a co-op in 
the Central Alberta area. A commit- 
tee was formed to undertake the 
initial canvass for members. 


House Construction Expenditures 
Up 12% in First Half of 1956 


Expenditures on new residential 
construction during the first half of 
the year amounted to $712 million, an 
increase of 12 per cent over the cor- 
responding period of 1955, Central 
Mortgage and Housing Corporation 
has reported in its quarterly publi- 
cation, Canadian Housing Statistics. 


Of this increase, about one third 
resulted from higher prices while the 
remainder was attributable to the 
higher volume of work in process. 
Expenditures on _ privately-initiated 
housing accounted for almost all of 
the increase. 


The volume of house building acti- 
vity was higher during the first seven 
months of 1956, despite a decline in 
mortgage lending for this purpose. 
Although starts of new dwelling units 
were at virtually the same level as in 
1955, the number of dwellings com- 
pleted was higher and there were also 
more units under construction. While 
the annual rate of housing starts had 
been declining moderately since the 
third quarter of 1955, the decline in 
National Housing Act lending in 1956 
had not yet made its full impact on 
housing starts by the middle of the 
year. 

Lending under the National Hous- 
ing Act continued to decline in the 


second quarter of the year and the 
number of units for which loans were 
approved during the first six months 
was 19 per cent lower than during the 
same period in 1955. 


Throughout the period the economy 
continued to expand at a high rate 
and the banks were under constant 
pressure to increase their loans to 
business credit and some of the banks 
began to cutback on their mortgage 
loans, particularly to builders. In the 
second quarter of the year bank 
mortgage lending was down much 
more than that of the life insurance 
companies whereas the reverse was 
true in the first quarter. The volume 
of bank mortgage lending under the 
Act during the second quarter was 
37 per cent below last year. Also 
contributing to the decline in mort- 
gage lending under the Act was the 
fact that builders in some localities 
were facing difficulties in providing 
land for residential construction. 
These developments resulted in a 
drop of 6,000 units in the total num- 
ber of dwellings for which loans were 
approved under the National Housing 


Act during the first six months of the 
year. 


During the second quarter lending 
institutions approved conventional 


loans for the construction of 12 per 
cent more dwelling units than in the 
same period in 1955. This more than 
compensated for the year-to-year de- 
cline in their approvals during the 
first quarter of 1956. 


The combined index of residential 
building materials and wage rates of 
construction workers stood at 136.6 
in July as compared with 135.8 at 
th end of the first quarter. The in- 
crease was reflected in the higher 
cost of dwellings financed under the 
National Housing Act. Average esti- 
mated construction costs for all single 
family dwellings went up from $9.72 
per square foot in the second quar- 
ter of 1955 to $10.08 per square foot 
in the second quarter of 1956. Over 
the same period, the average floor 
area for these types of dwellings in- 
creased from 1,106 square feet to 
1,132 square feet. 


The cost of lots continued to rise. 
The average price of lots for all sin- 
gle family dwellings under the Act 
increased from $1,797 in the second 
quarter of 1955 to $2,004 in the cor- 
responding period this year. 


Loans Up in 1955 
Continued from page 18 


Life insurance companies in 1955, 
while still the main institutional 
lenders, were responsible for a smal- 
ler proportion of institutional lending 
than in earlier years. In 1955, 'their 
mortgage loan approvals represented 
50 per cent of the total compared to 
59 per cent in 1954 and 74 per cent 
in 1953. This decline was relative 
only, since the value of life company 
approvals increased from $529 million 
in 1954 to $597 million in 1955. 


The mortgage lending activity of 
the life companies was greater on 
all types of property in 1955 ‘than 
in the previous year; ‘there was, how- 
ever, greater emphasis on convention- 
al lending for new residential con- 
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struction than in previous years. 
This change reflects the considerable 
expansion of N.H.A. activity on the 


part of the chartered banks. 


The assets of life insurance com- 
panies increased by $360 million of 
which some $330 million or 92 per 
cent represented an increase in the 
mortgage portfolio of the companies. 
The large net increase in mortgage 
holdings involved the reinvestment 
of a rising volume of mortgage loan 
repayments, up from $147 million 
in 1954 to $180 million in 1955. In 
total, therefore, the actual cash ad- 
vances on mortgage loans by life 
companies increased form $403 mil- 
lion in 1954 to $506 million in 1955. 
This raised the proportion of mort- 
gage holdings to total assets to 37 
per cent in 1955 from 32 per cent 
in the previous year. 


Chartered Banks in 1955 

The chartered banks in 1955 were 
still in the process of building up 
their mortgage loan portfolios. Con- 
ditions in the money market, and 'the 
relatlve liquidity of the banks’ asset 
holdings at the beginning of the 
year, enabled ‘them to undertake a 
dramatic expansion of their mortgage 
lending activity in 1955. The value of 
mortgaged loans approved by the 
banks increased from $158 million 
in 1954 to $326 million in 1955. Some 
74 per cent of the loans made by 
the banks in 1955 were at interest 
rates less than the maximum per- 
mitted. The actual cash advanced 
by the banks, on mortgage loans, 
amounted to $237 million in 1955 
compared to $75 million in the pre- 
vious year. These advances repre- 
sented, almost entirely, net invest- 
ment in mortgages since mortgage 
loan repayments amounted to only 
$1 million. The banks did, however, 
sell some $133 million of insured 
mortgage loans to pension funds and 
others through the secondary mort- 
gage market. 


At year-end, the mortgage assets 
of the banks represented 2.3 per 
cent of their total assets and 5.2 
per cent of their saving deposits. 


Trust and Loan Companies 

Both the trust companies and the 
loan companies expanded their mort- 
gage lending activities in 1955. The 
trust companies approved loans a- 
mounting to $104 million compared 
to $64 million in 1954. Most of this 
increase took place in insured loans 
under the National Housing Act. 
Most of these loans, however, were 
made for eventual sale to company 
clients, including U.S.A. life insurance 
companies. : 


The loan companies approved mort- 
gage loans to the value of $149 mil- 
lion, compared to $123 million in 
the previous year. As a result, the 
proportion of mortgages to total as- 
sets increased from 70.3 per cent 
at the beginning of the year to 73.2 
per cent at year-end. 


Individuals as Mortgage Lenders 

Individuals provide more mortgage 
credit than any other group of len- 
ders. In Ontario, for example, in 
1955 individuals were responsible for 
40 per cent of the value of all mort- 
gage loans registered. While these 
lenders play a comparatively small 
part in the financing of new construc- 
tion, they play a major role in finan- 
cing the turnover of existing dwel- 
ling. Much of this activity rises in 
the process of selling property when 
the seller extends mortgage credit 
to the purchaser. In Ontario in 
1955, two-thirds of the value of mort- 
gage loans made by individuals to 
finance the turnover of existing dwel- 
lings were made by those selling the 
properties concerned. Of these loans, 
two out of five were for amounts 
greater than 60 per cent of the sale 
price of the property, while one out 
of five was for an amount less than 
25 per cent of the price. It is proba- 
ble that many of ‘these latter loans 
were second mortgage loans made 
by institutional lenders who are limit- 
ed to loans representing 60 per cent 
of the value of the property con- 
cerned. 


Housing Legislation and 
Administration 

Major changes and_ regulations 
affecting the Housing Act since 
March 1954 were as follows: 


Interest Rates—On February 17, 1955, 
the maximum interest rates esta- 
blished under the National Housing 
Act, 1954 (P.C. 1954-410) were low- 
ered by one-quarter of one per cent. 
(P.C. 1955-213). 


On March 12, 1956, the rates re- 
verted to their original levels when 
they were raised by one-quarter of 
one per cent. (P.C. 1956-466). These 
maximum interest rates are: 

Insured Loans 

Loans for rental 

guarantee projects 

Home improvement and 

home extension loans 


Loans to limited-dividend 
corporations 


5'/, per cent 


\ 3% per cent 

Loans to primary producers } 434 per cent 
Veteran's Land Act—An amendment 
to the Veterans’ Land Act, effective 
June 26, 1954, provides financial and 
technical assistance ‘to eligible vet- 
erans, borrowing mortgage funds un- 
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der the National Housing Act. (Sta- 
tutes of Canada, 1953-1954, Chapter 
66. See also Housing in Canada, 2nd 
Quarter, 1954, p. 16.) 


Urban Redevelopment—Part III of the 
National Housing Act, dealing with 
the redevelopment of blighted or 
substandard urban areas, was amen- 
ded on June 7, 1956. The amendment 
widens the legislation so that rede- 
velopment land need not be used only 
for low or moderate cost housing or 
public purposes, but may be disposed 
of to public or private developers 
for its highest and best use in con- 
formity with local planning require- 
ments. 


Redevelopment areas must be sub- 
stantially residential in character 
either before or after clearance and 
where families are dispossessed 
through the acquisition and clearance 
of the land, satisfactory accomoda- 
tion within their means must be 
available or made available, either 
within the project or elsewhere. 
Federal contributions in the amount 
of one-half of the municipality’s cost 
of acquisition and clearance may be 
advanced as expenditures are incur- 
red, with the Federal government 
sharing proportionately with the 
municipality in any proceeds result- 
ing from the disposition of the clear- 
ed land. (Statutes of Canada, 1956 
Chapter 9.) 


Home Improvement Loans—Effective 
January 1, 1955, the home improve- 
ment loan provisions under Part IV 
of the National Housing Act were 
put into force for veterans. On Feb- 
ruary 1, 1955, these provisions be- 
came effective for all borrowers un- 
der the Act. (See Housing in Canada, 
4th Quarter, 1954, p. 15.) 


On June 7, 1956, the home improve- 
ment loan provisions of the National 
Housing Act were amended to in- 
crease the amount of loan made by 
approved lenders guaranteed for 
home improvement purposes. The 
amendment authorizes the Corpor- 
ation to guarantee a loan up to $4,000 
for the first dwelling unit, $1,500 
for each additional unit and 'to ex- 
tend the amortization period to a 
maximum of 10 years. As the new 
provisions relating to home improve- 
ment loans were made broad enough 
to meet the requirements of home 
extension, the special provisions re- 
lating to home extension loans as 
distinct form home _ improvement 
loans went out of force as of July 1, 
1956. (Statutes of Canada, 1956, 
Chapter 9.) 


Maximum Sale Price—Effective Feb- 
ruary 1, 1955, the maximum agreed 
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sale price arrangement, applicable 
to houses built for sale, ceased to 
operate. (See Housing in Canada, 
4th Quarter, 1954, p. 15.) 


Appraisal Rates—On December 30, 
1955, an overall increase in basic 
appraisal rates for residential con- 
struction financed under the Nation- 
al Housing Act was announced. 
Lending values for loans insured 
under the National Housing Act are 
determined by CMHC and an in- 
crease in the basic appraisal rates 
has the effect of raising the level 
of insured loans subject to maximum 
loan amounts set by regulation. The 
increase vary from one area to an- 
other according to local conditions. 


Loans to Co-operatives—On January 
31, 1956, the corporation discontin- 
ued its policy of offering co-operative 
loans for sale to approved lenders. 
This policy had been in effect since 
February 1955, in respect of loans 
made by the corporation in areas of 
less 'than 55,000 population. 


—From Canadian Housing Statistics, 
Quarter I, 1956, published by CMHC. 


Need for Teamwork 
In House Construction 


Professor John A. Russell, director 
of the School of Architecture, Univer- 
sity of Manitoba, has some down to 
earth advice for builders, realtors and 
architects—in fact for everyone con- 
cerned in building houses. 


The sad fact seems to be that none 
of these groups has sufficient under- 
standing of what the others can give 
them, nor of what they themselves 
should be contributing to the better- 
ment of house design in Canada. Prof. 
Russell draws his remarks from the 
results of a round-table of house 
builders, architects, lenders, realtors, 
appraisers and editors of house build- 
ing magazines, held in the U.S. last 
spring. 


Good design for production houses 
is the architect’s great new challenge. 
Better design is important to builders, 
for it will tap a new market among 
families already well housed, who can 
only be sold a new home if it is much 
more desirable than the one they have 
now. Better design will offer the 
builder his best chance of keeping new 
construction booming. 


In the past few years many teams 
of architects and builders have proven 
that collaboration pays off in practice 
as well as in theory. Some of the 


reasons this type of collaboration has 
grown slowly are: 


1) Too many builders have found 
it easy to sell houses without good de- 
sign. They don’t realize that market 
demands are changing. Too many 
still hope that more gimmicks and 
gadgets will keep their houses selling. 


2) Too many experienced archi- 
tects are too busy to bother with a 
new field, and too few young archi- 
tects realize what a wide-open field 
the production house offers them. 
Both categories have members who 
don’t think they can learn from ex- 
perienced builders. 


3) Too many builders think they 
alone know what design the public 
wants. They believe architects would 
waste their money on costly details 
and methods, not realizing that good 
design saves money. 


4) Too many builders think of the 
architect as an artist they can call in 
almost at the last minute to pretty up 
a house. They don’t realize that good 
design is more than skin deep, that it 
means design for better living as well 
as better appearance. 


5) Too many builders think of de- 
sign in plan-book terms, without con- 
sideration of suitability to the site, 
climate, availability of materials and 
local construction economies. 


6) Too few lenders and appraisers 
encourage better design by giving it 
adequate credit in their valuations. 
Few understand the practical reasons 
behind all the changes architects are 
introducing into house design. 


7) Too few realtors understand 
how to sell the better living the archi- 
tects try to plan into their houses. 


8) Too few architects realize how 
many builders are sincerely interested 
in offering the very best house they 
can sell at a given price, how many 
builders are less interested in making 
a quick profit than in establishing a 
lasting reputation for offering good 
values in good neighborhoods. 


All of these facts point to one thing: 
There is need of greater appreciation 
of the contribution each can make, 
need for willingness to learn from 
each other. 

€ 


NOSTALGIA: A long-lingering re- 
gret that things were never what 
they used to be. 

WIFE: An ingenious device for de- 
tecting lies. 


ADVICE: The approval sought for 
doing something one has decided to do. 





REAL ESTATE 
DIRECTORY 


GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 


Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 


e BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 

e CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W. 

e EDMONTON, ALTA. 


Spencer & Grierson Ltd., 
301 Northern Hardware Bldg. 


e NIAGARA FALLS, ONT. 
David D. McMillan, 
1916 Main Street. 
e OTTAWA, ONT. 
Brownlee & McKeown, 
63 Sparks St.—Central 2-4203. 
e OTTAWA, ONT. 


A. H. Fitzsimmons and Son, 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


e PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 

e WINDSOR, ONT. 


Alex. E. Hoffman, 
930 London St. West. 


e CALGARY, ALTA. 


L. T. Melton Real Estate, 
614 - 8th Ave. W., 
Mobil Oil Bldg. —Phone 62251 


e CALGARY, ALTA, 
Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 

e EDMONTON, ALTA, 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 

e MONTREAL, QUE. 


Realty Sales Company, 
1499 Bishop St. —AVenue 8-8533. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


e EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


e REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 


e TORONTO, ONT. 
Barry E. Perlman & Co. Ltd., 
972-4 Eglinton Ave. West. 


e WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 


e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 


e MONTREAL, QUE. 


Realty Sales Company, 
1499 Bishop St.—AVenue 8-8533. 


FOR FARMS 
AND RANCHES 


e KAMLOOPS, B.C. 
George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


e CALGARY, ALTA. 
Ivan C. Robison, B.A., LL.B., 
613 Lancaster Bldg. Phone 63475. 


e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013-101A Avenue.. 


e TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


e CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


e MONTREAL, QUE. 
Realty Sales Company, 
1499 Bishop St.—AVenue 8-8533. 


FOR SUMMER 
PROPERTIES 
e MUSKOKA, ONT. 


Francis J. Day, 
Port Carling - Phone 84. 





FOR PROPERTY 
MANAGEMENT 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 
e VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
e WINDSOR, ONT. 
U. G. Reaume Ltd., 


176 London St. W., 
802 Canada Trust Bldg. 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.1. 
ACCREDITED MEMBER: 
American Institute R.E.A. 


and 
Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 


Edmonton 10154 - 103 St. 
Phone 47221 


Rates for Advertising 
In the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues. ................--:0000:0+: $3.00 
2 lines — 6G issues ....................000.0 $3.50 
2 lines — less than 6 issues........... $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


Edmonton Land Co. Ltd. 
Farm lands, city properties, industrial sites 


1 MacDougall Court, 
10062 - 100th Street 


Edmonton, Alberta 
Manager - J. W. Sherwin Phone 22655 


R. A. DAVIS & CO. 
REAL ESTATE APPRAISERS 
AND CONSULTANTS 


R. A. Davis, M.A.L, A.U.A., S.R.A. 


357 Bay St. 13 George St. 


Toronto, Ont. Brantford, Ont. 
EMpire 8-9484 2-1513 











Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 





Rates for Professional Listings 


NON SU TURNING sce tcsrecten rented $50.00 





Brokers 
Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 6,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page - $140.00 $125.00 $110.00 
Two-thirds page 118.00 104.00 99.00 
Half-page ... 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the [5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 








